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The purpose of this thesis is to assist in a project that combines decision 
support mechanisms and their probable results to assist top management in 
decision making. Government regulation obliges the subject firm to enter daily 
cattle artificial insemination business. This study covers an analysis for the 
industry structure, financial estimation and present value calculations, 
suggested value chain, marketing strategy, and sei-vice guarantee - quality with 
a motivation program.
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Ö Z E T
Bu tezin amacı, bir projeyi üst yönetimin karar verebilmesine yardımcı 
olmak üzere karar destek mekanizmalarını ve olası sonuçlarını birleştirerek 
hazırlamaktır. Hükümet uygulamaları nedeni ile sözkonusu firma süt ineği 
suni tohumlama projesine girmek zonmda kalmıştır. Bu çalışma endüstri 
yapısını, tahmin ve şimdiki değer hesabını, önerilen değer zineirini, pazarlama 
stratejisini, servis kalite - garantisi ile motivasyon programını içermektedir.
Anahtar Kelimeler : karar destek, süt ineği suni tohumlaması, servis 
kalitesi, seı-vis garantisi, değer zineiri, performans ölçüm sistemi, hedeflerle 
yönetim, finansal tahmin ve şimdiki değer hesabı
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I. INTRODUCTION
Managers operating in the private seetor generally faee diverse and eomplieated 
government and trade regulations, restrictions and actions during their activities. In our 
case a new project had to be prepared while considering alternative solutions. The 
project covers formulation and implementation. That is, it combines the decision 
assisting tools and their probable results to support top management for a best 
decision. The project is related to dairy cattle artificial insemination service which will 
be carried out by Tareks A.Ş. in Trakya area. There will be mobile technicians and 
veterinarians who will periodically visit the villages and provide both artificial 
insemination and medical services.
The study is in response to a current regulation by the Turkish Ministry of 
Agriculture - MARA. This regulation states, in effect, that for each thousand animals 
imported into Türkiye, importers must establish one artificial insemination team (see 
Appendix l.A).
After examination of the current structure of the livestock industiy, and the 
efficiency of the overall project, we have proposed a new strategy. This proposal 
covers a suggested value chain, a marketing strategy, a performance appraisal system, 
and a service quality system with a service guarantee. In the following sections, the 
particular firm under consideration and the livestock industry are introduced.
A. Tareks A.S.
I ’he Agricultural Credit Cooperatives (ACC.) serve more than 1.500.000 farmers 
with 2484 cooperatives that are connected to the center via 16 regions. Agricultural 
Credit Cooperatives own many investments, factories and firms Agricultural 
Machinery Factory, Turk Coop. Plastic Glass Mouse Factory, Ankara Feeding 
Factoiy, Dazkırı Feeding Factoiy and Tareks A.Ş. constitute the 100 % investments of 
the Cooperatives.
Tareks A.Ş. was established in 1981 by ACC. and Tekfen Holding (Shares 70 % 
and 30 % respectively). Later on, in 1988 ACC. purchased Tekfen Holding’s shares. 
Presently, the linn totally belongs to the Agricultural Credit Cooperatives. Besides 
supplying seeds, meat and daily cattle, Tareks A.Ş. is responsible for obtaining 
domestically, producing, importing and distributing all kinds of agricultural needs of 
the member farmers and others (Refer to Appendix 3 for activities). These inputs 
cover mainly fertilizer, agricultural equipment and machinery, agricultural chemicals 
and raw materials for feeding industiy and farmers.
One of the major reasons for the establishment of Tareks A.Ş. was to break down 
all of the governmental bureaucracy and fasten the decision mechanism. Instead of 
dealing with many hierarchical levels, the firm works mainly with 4 to 5 levels. When 
the hierarchical levels are less than five, the authority can be distributed and both of 
the responsibilities and authorities of the employees can also be well defined. These 
kinds of business units have been proven to be the most suceessful examples for the 
privatization of the State-Owned Economic Enterprises, where the governmental 
bureaucracy makes everything much more difficult, lengthy and expensive. Tareks 
A.Ş. best suits this definition.
Currently, Tareks A.Ş. is performing its activities with a center office in Ankara, 
two branches in Nevşehir and Antalya and one regional representative in Tekirdağ. In 
addition to the branch in Nevşehir, in the town of Kavak Tareks A.Ş. constructed a
cooled underground warehouse that has 4050 closed area. The natural structure of 
the area enabled the firm to open underground tunnels and warehouses. This 
innovative structure allows Tareks to store potatoes, oranges, lemons etc. in a cool 
environment even in veiy hot seasons without using a cooling system. The purpose for 
this investment is to market and export high quality vegetables and fruits out of their 
seasons. The firm plans to make contracts - hedging - with farmers, for every step of 
this production process. This way, both parties will benefit and the risk factor will 
also be minimized.
Presently, the firm is planning a project for entering livestock artificial 
insemination business in order to improve Turkish livestock productivity and serve 
member farmers of ACC. in a more efficient way.
B. Livestock Industry in Türkiye
Traditionally, Turkish livestock capacity met the domestic needs with an excess 
being exported. However·, the increase in the personal incomes and the growing 
population have caused r ed meat expor ts to decline from %15 to 3%, while the imports 
have increased rapidly to 5 %.' This market change has adversely affected real 
producer prices.
Although, insufficient domestic supplies of animal feed may cause pr oblems due 
to the recent increases in livestock counts, privatization in the Turkish feeding 
industry, Turkish South-East Anatolian project (GAP) and modern agricultural 
techniques will help answer this growing capacity. Furthermore, instead of directly 
impor ting the dairy products, increasing the productivity of crop yields, filling the gap 
by importing animal feeds, trying to increase the quality and the number of Turkish 
livestock population will not only add value to the Turkish agricultural economy but
Source : MARA.
also increase the employment rate. In that way, real dairy product prices may also be 
decreased.
As well as increasing the number of animals, the productivity and technical 
performances of most livestock types can also be increased. This factor is particularly 
important for Türkiye because the cattle population has reached around 13 million 
together with 100,000 high quality breeds of daily cattle which have been imported 
from 1985. Nevertheless in this country the milk yield average is only 1610 kg/cow/yr 
compared to around 4500 kg/cow/yr. in the countries of the European Union. 
Similarly, fattening bulls in Türkiye, on average, reach only 120 kgs carcass weight at 
about 3 years while the related number for European countries is 220 kgs per cow in 
less than 2 years.^
C. Genetic Improvement Program - Artificial Insemination
MARA's genetic improvement program is targeted to improve the productivity of 
the currcnl animal population. The most cost-cffcctivc mclhod would appear to be the 
import of cattle semen, instead of importing dairy heifers or using untested heifers for 
genetic improvement. However, genetic improvement cannot be possible without 
having pure-bred highly productive daily heifers. Therefore Tareks A.$. needs to 
continue to import dairy cattle.
According to the European Union Common Agricultural Policy, for improving 
the breeding industry in the European countries and for increasing their competition 
power in the world market, European governments subsidize their farmers for animal 
export. However they are forced to lower these subsidies day by day due to the 
General Agreements on Trade and Tariffs (GATT) agreements (Refer to Appendix 
l.C). Currently, Tareks A.§. imports one pregnant breeding daily cattle (by vessel - 
CIF) for about DM 1775 including DM 185 freight and DM 19 DM Insurance (This 
means that they purchase one animal (FOT) in Germany about DM 1571).  ^ However,
 ^ Source : MARA.
Source : rirnin Heinz Staudingcr GmDli., Germany
in any European Country, it is not possible to purchase a pregnant daily eattle for less 
than DM 2000 unless the animals will be exported (out of European Union and EFTA 
eountries). As a result, Turkish farmers purchasing these culture heifers with veiy 
cheap prices can be accounted as a chance for the improvement of the Turkish 
Breeding Industry. For that reason, while MARA, allows animal importers to continue 
their imports, it tries to start private sector artificial insemination programs in the 
shortest time before European Union totally abolishes these subsidies.
Artificial insemination is the best method for continually having better genetic 
heifer races. It is possible to inséminé 70 - 120 cattle with one bull in a year by natural 
methods, while this number is between 6,000 to 10,000 heads with artificial 
insemination. In addition, costs like transportation, feeding of the bulls will be 
eliminated and possible illnesses will also be avoided. Although Türkiye was the 
second country in the world who applied the artificial insemination method in 1926, 
due to the traditional and religional factors this method could not be applied until 
1949. (Refer to Appendix l.D) Presently, in Türkiye there are around 5 million cattle 
that can be inseminated among 13 million cattle population. In 1991 the percentage of 
inseminated animals is only %16.19 that is far below industrialized countries (Refer to 
Appendix l.E).
In the framework of these results, Tareks A.Ş. furthered an artificial insemination 
program with the assistance of MARA, and ACC. The project aims to supply this 
insemination service by Tareks A.Ş. and to increase the quality and quantity of culture 
heifer races. Tareks A.Ş. will start the project in the second half of the 1994 in
Kirklareli region. And with MARA, withdrawing its mobile teams, Tareks A.Ş. will 
start working in the rest of the Trakya area in the consecutive years. Before this 
project, MARA, was delivering this seiwice without any fee, but there were many 
bottlenecks such as; unorganized automated teams, low quality semen, lack of many 
required funds, old and low technology, inadequate machine and equipment, etc. 
Thus, privatization in the insemination program seems to be crucially important.
1. Project Targets
A. To increase the genotype productivity of cattle breeds in Türkiye;
B. To enable Türkiye to reach as high levels of milk and meat supply efficiency 
as those of the industrialized countries;
C. To develop livestock capacity in order for Türkiye to switch from being a 
meat- importing country to becoming an efficient meat exporter.
2. Place of the Project
1.“‘ Year (Second half of 1994) Kirklareli city and its towns. Farmers who are 
well informed about the artificial insemination in this area is the reason for this choice.
2."*' Year (1995) The rest of Trakya area : Tekirdağ, Edirne, Istanbul (Trakya 
part) and Çanakkale (Trakya Part). (Refer to Appendix 2.B and 2.C)
3. Organization of the Project
The project center will be in Lüleburgaz (Town of Kirklareli) and it will be held 
with the coordination of a veterinarian doctor who is an expert in artificial 
insemination on cattle and has got administrative experience and education. In the 
Lüleburgaz Center administrative and other assistant personnel will be placed. In the 
first year 16 mobile teams will be established. In eveiy team there will be one 
technician, who has got Artificial Insemination Certificate from MARA., will be 
employed.
Each region will have a eoordinator and mobile veterinarian. The vehicles of the 
veterinarians will be the vehicles taken from German animal importer firm where 
currently, aecording to the agreement for eveiy 10,000 animals imported, one mobile 
animal hospital is taken from them without any payment. Now Tareks A.§. has one 
mobile animal hospital which is used in Trakya area.
II ELEMENTS OF INDUSTRY STRUCTURE
In the strategy formulation, it is required to evaluate the industiy and the 
competitive structure. Coping with the competitors too narrowly might mislead the 
decision makers on their future decisions. Thus, customers, suppliers, potential 
entrants and substitute products that can be more or less prominent should be carefully 
examined before any decisions are made (Porter, 1985).
A. Entry Barriers and Rivalry DeterminantvS,
Tareks A.i .^ has been forced to take place in the artificial insemination seiwice 
by MARA, with its regulation for improving the productivity of our current animal 
population. Initially, The Ministiy of Agriculture gave animal import permission to 
private sector by its approval numbered 2901, dated April 10, 1988. Depending on 
this approval, Tareks A.$. started animal import for the member farmers and became 
industiy leader. Later on, MARA, has started an artificial insemination program as a 
regulation by its approval numbered 001, dated November 1, 1993. According to this 
program, every importer firm is obliged to establish one mobile team for eveiy 1000 
imported animal (Refer to Appendix l.A). The function of the mobile team, as 
explained in the introductoiy section, will be to provide artificial insemination and 
medical services. This decree forced Tareks A.$. to start an artificial insemination 
project. Furthermore, member farmers and ACC. supported this entiy, since they 
expect some benefits for their meat and milk production efficiency.
Although the performance of the project was due to the governmental regulation, 
it is not expected for other animal importers to start an extensive project as Tareks 
A.$. will (Refer to Exhibit l.B). The main reason for that is the high initial investment 
and unfavorable payback periods (Refer to Appendix 5.A and 5.B). After making a 
small market analysis, it is understood that the other importers are going to make 
contractual agreements with regional veterinarians, thus a tough competition is not 
expected. The analysis also brought to light that most of the importers, other than 
Tareks A.$, cannot provide knowhow, experience and organizational stnjcture that are 
required by the artificial insemination project. This is because many of these importers 
are traders rather than experts in the field of agriculture.
The other reason for the low expected rivahy is the economic crisis which 
reduces the purchasing power of the farmers. This, in turn, will cause importers 
providing animals to those farmers, to stop their imports, and of course they will not 
further be obliged to establish artificial insemination teams.
All those entry barriers provide a safe position to Tareks A.§. in the field of 
artificial insemination service.
B. Bargaining Power of Suppliers
Tareks A.$. has initially signed another agreement with its German partner in 
order to get the required know - how, material, equipment and inputs. In that case, 
both parties will cooperate in artificial insemination subject and their current animal 
import business will also go on. This brings a new perspective into the picture where 
both parties will be more dependent to each other and will all benefit.
Furthermore, there is an intense rivaliy among artificial insemination utility 
(Semen, nitrogen, etc.) suppliers in the market, causing low prices and increased 
quality. In addition to this, Tareks A.§. will work with an economies of scale where 
its suppliers most of the time will have to give their offers with veiy low prices.
,9
However, supplying required inputs from a well known, reliable and credible firm is as 
important as beginning prices, since a continues trading relationship provides some 
advantages and minimizes risks. A similar experience has been successfully applied in 
the animal importing business with the German partner. Now the parties do not need 
to have a bank guarantee even for veiy high amounts of money. Furthermore, the 
prices are always lower than the world prices with the highest quality of animals.
Another point is that the suppliers can not easily integrate foiward due to the 
high investment costs and lack of market knowhow. Moreover, in the future, Tareks 
A.3 . is also planning to integrate backward, producing high quality semen. As a 
result, the bargaining power of the suppliers does not provide any threats.
C. SubvStitutes
It is known that artificial insemination method is not a widely used method 
among our farmers. The main reasons behind this are the incapability of the 
governmental mobile artificial insemination teams, lack of training programs for both 
farmers and technicians, and some regional factors.
As stated above artificial insemination is the best method for having better 
genetic heifer races. The artificial insemination methods, are effectively used in the 
developed countries by private sectors. By working with professional technicians, 
training farmers and introducing new methods and technological improvements, 
benefits obtained from the method will facilitate reaching the level of the developed 
countries. (Refer to Appendix 2.E).
rhc benefits of artificial insemination methods can be explained very well by 
means of farmer training programs, video and slide demonstrations and informative 
brochures. Furthermore, elimination of costs like bull transportation and feeding and 
also the avoidance of possible illnesses will also cause farmers to stop using natural
10
insemination methods. Thus, it can be concluded that there is not a major threat for 
the artillcial insemination methods.
D. Bargaining Power of Customers (Farmers)
The Agricultural Credit Cooperatives provide members with short and medium - 
term credits in the form of limited cash and production inputs like seed, breeding dairy 
cattle, machinery, fertilizer and etc. Tareks A.i .^ supplies these inputs by producing, 
importing or purchasing from domestic markets where the members purchase these 
inputs in installments by making agreements with ACC. In this chain, members obtain 
cheaper credits and cheap production inputs from their cooperation which disables 
them to work with other firms or organizations. Thus, bargaining power of the buyers 
can not create a major threat for further investment in the artificial insemination 
project.
I I
111. FINANCIAL ESTIMATION AND PRESENT VALUE 
CALCULATION OF THE ARTIFICIAL INSEMINATION
PROJECT
Managers and their consultants are primarily concerned with monetary decisions. 
Investment decisions, or capital budgeting decisions, are usually made to find real 
assets which are worth more than their costs. Perhaps the most important criterion for 
evaluating the project is to analyze the present value of the proposed investment 
(Brealey&Myers, 1991). Therefore, the first step in analyzing the ai-tificial 
insemination project is to forecast the cash flows generated by the project over a ten- 
year period. (Refer to Exhibit 5.A and 5.B). The following criteria were used in the 
calculations ;
(1) The yearly price increases of the imported inputs = 3
(2) The opportunity cost of capital = 4 %.^
(3) Tax Law 5422 - 14/1 : If the project is not profitable in the first 5 year than 
no tax is accumulated.
(4) Depreciation method used = 4 Year Double Declining Balance Method
(5) Governmental Subsidy : 25 % Return on investment, where artificial 
insemination project is included in “Supporting Fund”.
 ^ 3 % is the average inflation rates o f tlie countries where the goods will be imported 
4 % is llic banks’ yearly average interest rate for dollar
12
Years Depreciation Rate Explanation
1 50 % 2 X 1/ # of years = 50 %
2 25% (50 %) / 2 = 25 %
3 12.5 % (25%) / 2 = 12.5 %
4 12.5 % 100% -(50%+25%+12.5%) = 12.5 %
Table 1
4 Y ear Double D ecliniim Balance Method (Stickney and Roman. 1 9 9 l/*
Although the project is regulated by the government and requires high amounts 
of investments, forecasted cash flows for the next ten years have a positive present 
value. It means that the project is profitable and may further allow the firm to increase 
th· size o f the project.
200-percent) declining-balance method is applicaple to the Turkish Accounting System
13
IV. STRATEGY ANALYSIS
A. Value Chain
The competitive advantage of the firm cannot be easily and accurately 
understood by examining the firm as a whole. Competitiveness stems from many 
different activities including purchasing, marketing, organizing, delivering and 
producing. In this section, all these activities and their interactions will be examined 
by adopting Michael E. Porter’s systematic approach, called a “ value chain” (Porter, 
1985). Following Porter's model, it is possible to analyze the sources of competitive 
advantage for the dairy business; thus the stream of activities necessary for succeeding 
in the artificial insemination program will be clarified. Moreover, a generic strategy 
for the firm will be suggested for top management.
In order to find out alternative ways that Tareks A.§. can differentiate itself from 
its competitors at something that is valuable to farmers, we need to understand the 
differences between Tareks A.$. and its competitors. For that reason, value chains of 
both parties should be examined together. Being different may not mean being 
differentiated, because farmers may not value the forms of uniqueness. Thus, 
satisfying buyer needs is a key factor for the profitability but it is not enough, where 
the firm should create values that can compete with its competitors.
14

If we examine the probable value chain of the competitors (Figure 1) that 
differentiates them, we can better structure a value chain for Tareks A.$. Figure 1 
shows the firm infrastructure of these competitors which is rather different, where they 
prefer to work with contractual agreements. Although, at first glance, this seems to be 
an unimportant point, due to the cost factor it might be veiy effective. Because in such 
a method, their artificial insemination technicians and veterinarians will be self- 
employed and all of the equipment and machines will be owned by them. They will 
pay for eveiy item that they spend, which makes them more careful, being less costly 
and more productive.
However, if a well-designed incentive program is applied by Tareks A.$., 
supported by a computerized management system, Tareks A.§.’s method of using 
human resources can easily be turned into a competitive asset. Tareks A.§· can hire 
qualified personnel, can easily collect market information and create a good method 
for feedback. The suggested computerized incentive plan will be explained later.
Anolher strategy for reversing the favorable situation of the competitors is for 
Tareks A.Í?. to localize its warehouses and to find the most convenient routes for the 
mobile teams. The shortest paths that allow safe and timely driving in all weather 
conditions should determined. For that reason, it is advised that the routes should be 
examined periodically and revised if necessaiy. The proposed routes for the first year 
are presented in Appendix 2.C. For the determination of these routes the main criteria 
were the availability of the roads, and the distances from the warehouses.
16
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As explained before, Tareks A.§· was established in order to supply best quality 
inputs with low priées to the member farmers. Consequently, the firm has to supply 
the best serviee with reasonable prices. Furthermore, a superior training program for 
the seiwice personnel should be provided. Moreover, besides the technical courses, it 
is advised that the training program should cover the following points; (1) 
identification of the company; (2) identification of the eompany’s products; (3) 
identification of customers' and competitors' characteristics; (4) ways of making 
effective sales presentations; and (5) explanations of field procedures and 
responsibilities (Kotler, 1991). Although, these kinds of training programs are costly, 
they arc essential in order to supply the best service.
In addition to these issues, there are several important points to be considered. 
First, the establishment of a computerized management information system and an 
incentive program are strongly recommended. In that way, a fair control mechanism 
and a feedback system can easily be used. Mobile technicians will be the company’s 
eyes and cars. 1'hcsc front-line personnel are in an excellent position to pick up 
information missed by other means. The company must emphasize this importance 
through an effective incentive program. The proposed incentive program will be 
discussed in detail in the following pages.
Second, a stable work force policy should be adopted for establishing personnel 
relationships between farmers and mobile technicians. Thus, reliability and trust can 
be set-up which is crucial for better service and market share. Furthermore, the mobile 
technicians can also be used as sales representatives not only for artificial insemination 
but also for promoting import cattle, high quality hybrid seeds, fertilizer, agricultural 
machinery and equipment. The technicians should visit the village coffee houses 
distributing informative brochures after their operations completed. (Refer to 
Appendix 2. A for the task flow chart of the mobile technieians which is very important 
for the description of their jobs). In that way, while establishing better relationships
I8
with farmers, sales promotions and informative conversations can be made in a 
cheaper way. Moreover, Tareks A.$. has to provide farmer training programs and 
informative seminars. Thus, the effectiveness of the artificial insemination method 
versus natural methods can be explained in a better way.
Third, unique mobile vehicle scheduling should be prepared and used. With this 
procedure, farmers can know the visiting hours of the technicians and wait for them 
accordingly in the artificial insemination stations. These stations have been used by 
MARA.’s technicians who are going to be withdrawn after Tareks A.$.'s project of 
according to the agreement signed between the two parties.
Fourth, proprietary quality equipment is strongly recommended to be used in the 
project, so by using especially sterilized equipment, and high technology, better cattle 
races can be produced. This point is considerably important for the farmers, since 
most of these cattle races are veiy expensive and difficult to obtain.
The competitors of Tareks A.§. will enter the project with contractual agreements 
with technicians and veterinarians. This faetor brings a veiy important cost advantage 
for Tareks A.§.. Since, despite the fact that it will use the highest quality inputs, 
economies of scale brings the firm a considerable cost advantage. For that reason, in 
order to have a sustainable share in the market, Tareks A.§. should mainly work with 
low profit margins. Furthermore, as a result of the negotiations with the Ministiy of 
Agriculture, Treasuiy and Foreign Affairs and some other governmental institutions, 
Tareks A.§. is accepted to be included in the supporting program, (i.e. included in the 
Supporting Fund). In that way 25 percent of the initial investment for the project 
including mobile vehicles will be paid-back to Tareks A.§. (Refer to Appendix 5.B) 
This refund will bring a considerable cost advantage against competitors so that cheap 
and high quality seiwice will be possible. Consequently, its advised that Tareks A.§. 
should use cost leadership as its generic strategy.
Working with veiy low profit margins, and economies of scale, might nullify the 
benefits of the cost position if the perceived value of the service that Tareks A.$.
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provides can not be aeeeptable to farmers. For that reason, in addition to low priees, 
Tareks A.i>. should continuously follow the needs and the desires of the farmers and 
provide a serviee guarantee. These key factors - and the reliability of Tareks A.§. due 
to its relation with the Agricultural Credit Cooperatives - can play veiy important roles 
in sustaining the continuing interest of the farmers.
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V. MARKETING STRATEGY
Decision makers should not only formulate the broad decision strategies to assist 
the company to reach its objectives but also should plan marketing strategies for each 
of its products. Marketing is the whole business seen from the point of view of its 
final result, that is from the customer’s point of view (Kotler, 1991). This viewpoint 
should to be taken into account by top management while considering the project; and 
for the purposes of this study, the following marketing strategy is suggested.
Seiwices like artificial insemination projects are intangible. Unlike all other 
physical products they can not be seen, tested or heard before they are bought. 
Moreover, the results of an artificial insemination operation can not be obtained before 
two or three months. In that time inteiwal, only the pregnancy success can be 
understood. Even the quality of the semen or the race productivity can not be 
predicted. To reduce the uncertainty of the service,· the buyer tries to look for the 
evidence of signs of quality. Here the farmer will try to draw inferences about the 
quality o f (ho opofotion from the technicians, equipment, symbols, communication 
materials and price that they see (Lawton, 1991).
A. Product
Philip Kotler defines the product as “ anything that can be offered to someone to 
satisfy a need or want ” (1991, p.5). The product offered in this project to the farmers 
should not only be the artificial insemination operation, because the farmers want and 
need more. That is, they need to obtain new productive cattle races with cheap and 
healthy methods. Consequently, the semen used is to be the top selected bulls’ sperms
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which will enable the cattle to have the identification cards conforming to all health 
requirements of MARA. This will allow the firm to keep records for the following 
races about their milk and meat productivity with all other previous data. This will, in 
turn, facilitate the sellection of best races and, hence, increase the productivity of our 
cattle population. These records will be kept at computers in the region centers. They 
will also be used to track the performances of the technicians.
B. Place
The technicians will be mobile and will visit all the villages periodically. They 
will be accommodated at the tour centers. These centers are chosen so that quick and 
efficient service is assured. The place of the service will be artificial insemination 
stations that are currently used by artificial insemination teams of MARA. These 
stations should be rearranged carefully in order to support the evidence of the seiwice 
quality. It is suggested that the schedule of the tours, the information about the firms 
and the required telephone numbers with the informative explanations should be 
placed at an observable place in the stations. That will not only help the farmers but 
also facilitate the technicians’ jobs.
C. People
Artificial insemination technieians will be front-liners so it is strongly 
recommended that they should be included in a training program that covers not only 
the technical subjects but also human relations and marketing. This is cmcially 
important, since they will not only perform the operations but also promote artificial 
insemination and other products of Tareks A.$. and train mainly the member farmers.
The clothing of the technicians is suggested to be neat and convenient for the 
operation (e.g., kleenguard coverals, poly - vinyl boots and special gloves, etc.). They 
should always be clean and sterilized which would lead to positive impressions about 
the personnel and the service.
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D. Equipment
Each team will be equipped with vehicles and developed artificial insemination 
equipment. A mobile telephone will also be given to each team. These mobile 
telephones should be global system mobile hand telephones which can be carried 
together with the equipment. Thus, technicians can be reached any time. Moreover, 
these high technological devices will allow the technicians to communicate from any 
location with the highest sound quality. All of the required equipment with their prices 
are presented in the Appendix 5.A.
All of the material and equipment should be kept sterilized, clean and in an 
arranged manner. Such an arrangement will lead to positive inferences about the 
service provided.
E. Communication Material and Symbols
The firm’s communication material should emphasize efficiency, quality and 
rcliabilily. Brochure.s and booklets explaining artificial insemination and other 
products of the firm should have clean lines and avoid clutter. Advertisements should 
communicate the firm’s objectives, reliability and the quality of the offered products. 
Documents should be typed neatly. Some examples of published documents that are 
going to be used are presented in the Appendix 4.
lareks A.Ç. should choose a symbol for its service. This symbol should be 
convenient to the cooperative image of the firm and represent the quality and the 
reliability. It is suggested that the symbol should not be chosen without considering 
the farmer’s point of view (Lawton, 1991; Kotler, 1991).
F. Price
The pricing policy of the artificial insemination operation should be simple and 
unique. The financial situation allows the firm to apply a low pricing policy and
provide a high quality service. The cooperative connection also eases the payment of
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the farmers and hedges the collection risk of the firm. Moreover, a prompt payment 
pricing policy for the farmers who are not members of the ACC. is suggested to be 
used in order to eliminate any risk.
Consequently, the product positioning map of the artificial insemination market 
with the proposed marketing strategy of Tareks A.§. will be as follows:
High Quality
Low Price
T a reh
1
Other A.l. ™ 
Te<tms. ^
High Price
Low Quality
Figure 3
Product Positioning Map o f  the Artificial Insemination Project^
 ^Adopted from Kotier Philip, 1991
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VI. SERVICE QUALITY AND GUARANTEE
A. Service Quality
“Quality means pleasing customers, not just protecting them from annoyances” 
(Garvin, 1987, p. 103), Although there are many different definitions for quality, the 
marketing point of view suggests that pleasing customers comes first. Clearly, the 
customers, who are farmers here, will be satisfied if they get what they want. For that 
reason, the seiwice provider needs to identify the target customer’s wants that 
coincides with the seiwice quality.
According to the service quality model formed by Parasuraman, Zeithalm, and 
BeiTy (1983), there are ten basic determinants of service quality. The suggested 
service quality mainly matches all ten of these criteria,*
1. Access : The seiwice is easy to obtain in convenient locations with little 
waiting, since the technicians visit each village eveiy day at pre-announced times. 
Moreover, by calling the insemination centers, it is also possible to get the seiwice 
without paying any extra charges other than artificial insemination operation.
2. Communication : The service and the operation with the seiwice guarantee 
will be clearly announced in the farmer training programs, seminars, newspaper of 
ACC., hand brochures, and in the walls of the artificial insemination centers and 
stations in the farmer’s language.
3. Competence : All of the technicians employed will have the artificial 
insemination certificate that MARA, provides after a training program. Moreover, 
both German and Turkish veterinarians are suggested to provide training programs in
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order to inform the recent developments in the world related to artificial insemination 
and cattle health subjects.
4. Courtesy : The technicians and veterinarians who are friendly, respectful and 
considerate should be employed. This will increase the positive inferences about the 
firm on the seiwice delivered. Furthermore, these people are supposed to communicate 
with the farmers in the village cafes and talk about artificial insemination. Thus, it is 
strongly recommended that those factors should be considered while employing the 
staff.
5. Credibility : Tareks A.§. is a cooperative based firm that has got ACC. as the 
owner, which means that the member farmers are also the owner of the firm. Tareks 
A.$. can use this advantage by informing and promoting their business in a well 
manner then can get the credible image easily.
6. Reliability : If a high seiwice quality is provided continuously then reliability 
can easily be established. That’s why the proposed quality and the strategies should be 
consistent and continuous.
7. Responsiveness : The technicians should be quick enough and creative to 
meet the requirements of the farmers. In that case, quick service can match with the 
high quality image for Tareks A.§. which is needed to be established.
8. Security : The service provided should be free from danger, risk or doubt. 
Thus as discussed before all of the equipment used should be sterilized and arranged. 
That will avoid any risk of illnesses and eliminate the doubt of the farmers about the 
service. These health requirements seiwe a double puipose; because not only animals 
are at risk, but also people. This again requires a well-organized training program.
9. Tangibles : The seivice tangibles should correctly project the seiwice quality. 
That is the artificial insemination service stations, vehicles are to be clean, standard, 
and well organized. The appearances of the technical staff should be neat and clean. 
All of the equipment should also reflect high quality.
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10. Understanding / Knowing the Customer : The employees should make an 
effort to understand the customer’s needs and provide individual attention. That will 
let the firm make correct decisions and strategies by understanding the needs and 
desires of the farmers.
B. Service Guarantee
While catering to the needs and desires of the target customers (i.e. all the 
breeding daiiy cattle owners in the project area) the firm has to make a tradeoff 
between customer satisfaction and company profitability. For that reason, the firm 
should clearly define and communicate the sei'vice level to be delivered. Moreover, it 
should not be forgotten that a lost customer costs the firm much more than the service 
guarantee.
It is proposed that Tareks A.§. should provide an unconditional service guarantee 
to the customer. Such a guarantee should be: “(1) unconditional, (2) easy to
understand and communicate, (3) meaningful, (4) easy (and painless) to invoke, and
(5) easy and quick to collect on” (Hart, 1988).
The artificial insemination operation will be performed three times until a 
successful pregnancy is reached, while only the first insemination will be charged. 
The operation will be provided only three times since a healthy dairy cattle becomes 
pregnant with at most three operations. If however all three operations fail, then the 
cattle is going to be examined by a mobile veterinarian. If a treatment is needed then 
the veterinarian will treat the animal by charging extra prices, since the treatment is not 
related to the artificial insemination sei-vice. On the other hand, if the animal is found 
to be sterile, then it is going to be suggested for slaughtering.
In all three operations and the examination, the documents presented in Appendix 
4 will be used. That will ease the follow-up of the sei-vices delivered and monitoring 
of the performances. Each technician will report these documents once a week to the
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center office where all of these data will be kept as records in the computers, thus a 
dissatisfied customer can invoke the seiwice guarantee and recall the technician again. 
Furthermore, due to no repayment, the customer will not face any difficulties; instead 
two extra artificial insemination operations and/or medical examination will be 
provided.
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VII. MOTIVATION AND PERFORMANCE APPRAISAL SYSTEM
A. Performance Appraisal System
One of the pressing problems Tareks faces is how to evaluate and reward the 
perfonnance of their teams, since the firm will start the sendee business for the first 
time. The teams will be on their owm in the fields, w here if the quality of the w’ork can 
not be easily assessed in a healthy and a quick way then the output might be 
embaiTassing. For that reason, a fair perfonnance appraisal system and an incentive plan 
are needed in reach the required level of quality.
1. Functions of the Performance Appraisal System
The main problem that the finns confront is to provide feedback to their employees 
about the quality of the performance. If the employees are not informed about the work 
they perfonn, about the value that they add, they can neither be motivated nor rew'arded. 
This system helps employees leam their strengths and weaknesses. If the perfonnance 
level of the employees are not deteimined exactly then supendsors can not draw 
conclusions for personnel purposes such as promotions, transfers and tenninations. 
Appraisal systems highlight areas where development and training programs are needed 
to be ananged to increase the employee perfonnance (Milgrom & Roberts, 1992); 
(Scanlon & Hagan, 1983).
We want to propose a performance appraisal system and an incentive plan for 
only technicians since the other personnel will not be mobile and the firm can easily 
apply its existing perfonnance appraisal system for them.
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2. Performance Appraisal Plan for Mobile Technicians
Although there are many performance appraisal methods, “management by 
objectives” seems to be the best-suited one, due to its meaningful dimensions, high 
acceptability among supei^visors and employees and usefulness for allocating rewards 
(Milgrom & Roberts, 1992). In this system, the performances are compared 
numerically to the predetermined goals. The reason for the choice of this system is the 
difficulty to obseiwe the performance of the teams who will be on their own in the 
fields. To overcome this difficulty, it is also planned to control them in the fields by 
coordinator veterinarians and to find out the problems. It eases the numerical 
evaluations and furthermore the regional factors can also be considered.
This system is a type of a goal-setting technique which looks at “where we are 
going” instead of “where we have been” and assists the firm to organize better, clear 
and more reliable programs for the coming terms. However, there are several very 
important points that have to be taken into account for the program to be accepted and 
applied well.
First, the goals should be clearly specified and explained to the employees. For 
that reason, within the technical training programs that will be organized by German 
specialists, the goals and the tasks will also be explained to the employees. That will 
reduce the ambiguity and increase the acceptance of the system among teams.
The second point is the difficulty of achieving the goals. If targets are set too 
high, then it is difficult to motivate employees to achieve goals which do not appear to 
be feasible. For that reason, the goal periods and the objectives in this artificial 
insemination program are based on information gained from MARA.’s previous 
experiences, international results, and publications.
The third point is the involvement of the employees in the goal setting process. 
This is important, since, if they feel that they are taking place in the decision making 
process, there will be more job satisfaction, high efficiency and effectiveness. It is
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now known that people want to feel beneficial and important at work and to be 
recognized as individuals and that these are as important as money. For that reason, in 
the monthly meetings with both supervisors and employees, previous two months’ data 
will be evaluated, results will be announced and possible solutions will be discussed 
(Table 2 presents the data that will be used and evaluated.). Generally, success of an 
artificial insemination operation can be measured after two months. Hence, in the 
monthly meetings, previous two months’ data will be discussed and the succeeding 
targets will be decided. Another main reason to involve the employees (technicians) 
in the decision making process is to find out the problems that they face in the field. 
In this way, solutions of the problems will be found by the cooperation of technicians, 
specialists and supeivisors and these solutions will be applied more efficiently 
(Persisco, 1989).
Period Objective Objective Accomplishment Variance
N u m ber o f  In sem in a ted  C attle
N u m ber o f  Sperm  U se d
P regn an cy  S uccess
G asolin e C ost
N itrogen  a n d  O th er A. I. C osts
N u m ber o f  C u stom er  
com pla in ts
Tabic 2
The required data for management by objectives system
Finally, the feedback on the task oriented behaviors is the other cmcial issue in 
the “management by objectives” system (That is, first, directing the employees in their
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specific targets continuously and secondly, serving as an incentive role.). If the 
employees can not get any feedback about their behaviors, successes and/or failures, 
then there will be no motivation. For that reason, the monthly results of performance 
appraisals of the employees will be presented clearly, and successful employees will be 
rewarded. And also they will be empowered to bring solutions to the possible problems 
by giving some incentives to the best solution suggestors such as a European technical 
trip which can be infoiiuative and useful. That will not cost a lot to the finu since the 
firm is ciuTently needs to send technicians and veterinarians to Germany for animal 
selection committees for cattle importation to Türkiye.
The numerical results will be evaluated in these meetings where everybody will be 
aware of not only their achievements but also others’, so competition factor among 
employees will take place. That will be empowered by extra bonuses and salary 
increases. The program depends on positive reinforcement which will assure that the 
employees will accept their duties as of their own businesses, so they will continuously 
keep their interests on their jobs (Eccles, 1991).
13. Incentive Plan For Mobile Technicians
The salaries of mobile technicians are going to be paid according to the profits that 
they produce. In that way, they are going to be regarded as profit centers where a 
minimum salary for performing at a miniiuuiu rate of output will be guaranteed which 
we will call the standard level. The output over and above the standard level is going to 
be rewarded based on a premium for each unit of extra profit approach and will be 
calculated by using the results of the “manageiuent by objectives” system. The criteria 
that will take place in calculating the costs and the revenues of each technician will 
mainly be the number of semen used, the gasoline used, the number of inseminated cattle 
and the success rate (see table 2). Each of the successfully inseminated cattle will be 
priced and then by subtracting the individual costs, profit of a technician will
32
be found. In that way, the technicians will automatically try to reduce their costs and 
increase revenues. The required average unit price of a successfully inseminated cattle 
calculations are as follows (Refer to Appendix 5.C);
(1) = Number of Animals
8(2) = Minimum Number of Animals Inseminated = (1) x 60 %
9(3) = Number of Insemination per Day = (2) / 350
(4) = Length of the Path
(5) = Unit Laboring Cost Per Head
(6) = 1.7*^  X Cost of one Semen
(7) = Unit Nitrogen and Other Utility Costs
(8) = Other Unit Costs
(9) = Average Gasoline Cost Per Head = (4) x 1.8" x Cost of Gasoline for 1 Km
(10) = Total Unit Pregnancy Cost = (5)+(6)+(7)+(8)+(9)
(11) = Average Number of Additional Insemination = { (1) - (2) } / 2
(12) = Average Total Insemination per Month = { (!!) +(2) }/12 
(17) = Planned Average Total Salary
(16) = Planned Standard Salary 
(15) = Bonus will be Paid = (17) - (16)
(14) = (15)/TL price of 1 DM
(13) = Unit Price of One Artificial insemination = { (10) + (14) } / (13)
I This percentage is the required minimum insemination rate according to the agreement signed with MARA. 
^Average number o f working days
For the seivice guarantee three insemination is included, 1.7 is the average semen used for one pregnancy 
1.8 is the factor o f average extra kilometers permitted
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Refer to Appendix 5.D for a current imaginai'y example of the incentive program. 
For eveiy price change, the same calculation is to be performed for the calculation of 
the unit price of one artificial insemination. After determining it, the following 
calculation is required for each technician eveiy month.
(a) = Gasoline Cost obtained from invoices
(b) = Semen Cost obtained from Warehouse Reports
(c) = Nitrogen and Other Artificial Insemination Costs obtained from
Warehouse Reports
(d) = Other Costs obtained from Warehouse Reports and Invoices
(e) = Laboring Costs will be calculated from gross salary
(f) = Number Animals Successfully inseminated obtained from daily and
monthly reports and documents
(g) = Semen Used = (b) / Unit Sperm Cost for one Pregnancy
(h) -  Maximum Semen Limit = (f) x 1.7
(i) = Minimum Insemination (Monthly) = (2) /12-
(j) = Total Income for the Technician = (f) x (13)
(k) == Total Expense = (a) + (b) + (c) + (d) + (e)
(l) = Bonus Will be Paid = (j) - (k)
The bonus will be paid if the technician uses less semen than the maximum 
predetermined semen limit and exceeds the minimum required insemination per 
month. These numbers are defined by the agreement signed between Mara and Tareks 
A.§. (Refer to Appendix 5.D for an imaginaiy example.).
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VIII. CONCLUSION
All organizations face problems, conflicts and opportunities. Success depends on 
effective decisions, problem-solving, transforming conflicts into opportunities and 
using these opportunities for achieving predetermined targets.
Managers need to take an oveiview of their business in order to carry out their 
responsibilities for the wellbeing and productivity of the organization. They look 
constantly for more sophisticated weaponiy that may give them a better chance in the 
next encounter with competitors. They seek ways to avoid old mistakes, and to 
become more confident in decision-making.
The project examined here is a result of a governmental regulation by which the 
considered firm is obliged to invest high amounts of money in order to go on its 
current breeding daily cattle importing business. Before reaching an investment 
decision, managers have to determine the overall direction of the firm in the changing 
environment with both unpredictable and predictable factors. “A well-formulated 
strategy helps to marshal and allocate an organization’s resources into a unique and 
viable posture based on its relative internal competencies and shortcomings, 
anticipated changes in the environment, and contingent moves by an intelligent 
opponent” (Mintzberg&Quinn, 1992, p.5). The artificial insemination case is 
prepared in the light of this definition where both internal and external factors have 
been considered in the strategy formulation step.
Analysis of the industiy structure and the present value calculation informed us 
about the ability of the firm in the livestock industiy of Türkiye, to earn rates of return 
on investment in excess of the cost of capital. That allowed us to work on strategy
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formulation, where a value chain, a marketing strategy, a sei’vice quality system with 
performance appraisal and motivation system prepared and suggested to the top 
management. The major point in the strategy formulation of this case was to ease the 
difficulty of the decision making process. The suggested methods and systems were 
studied in light of the environmental awareness, feedback, customer satisfaction and 
profitability objects.
Future studies, especially in the implementation step, should continuously 
consider following competitors and the industiy stmcture and if possible, include some 
lobbying activities. That will allow turning threats, growing from environmental 
changes and governmental regulations, into opportunities. Similarly, decision makers 
should have thorough commitments to quality, sc the management should not only 
look at financial performance on a monthly basis but also at seiwice performance.
A final point, perhaps the most critical, is the importance of the customers - the 
farmers. Their value needs to be well understood and respected by eveiybody in the 
firm. Without customers, there would be no firm and consequently no jobs. For that 
reason, customer satisfaction is the major objective of the firm.
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BAKANLIK HAKA-^ JNA
MaİLiBİan olduÇu üzere Clkefniz s ığ ı r la r ın ın  g en e tik  p o ta n s iy e l le r in i  a r t ı r e r a k  
hayvan babına dahe fa z la  e t  ve eü t ûretebiLnek am acıyla Makamın 10.5.1968 ta r ih  ve 
25G1 s a y ı l ı  Onay’ı  i l e  ö ze l, TCzel, Катц İk tisa d i K urjlus ve TasebcO slerine da b e l i r l i  
e sa s la r  d a h i l in d i  y u r t  d ışından hayvan i th a l  ederek y e t i e t i r i c i l a r e  riaŞıtTia tC saadesi 
v e r l l ı e i ş t i .
Oaha sonra görülan IGzue Özerine bahse konu Onay ekinde y e r a la n  vyçulama 
. ' i n d a  ve haz ırlen ecak  P ro je le rd e  yeni i la v e le r  yapılm asına ih tiy a ç  duyulauş, bu 
konuia hazo^Ianan ve Maksrsın 27.10.1992 gün vs 1*»б s a y ı l ı  O lu r ' l a n  i l e  y e n i uygulama 
e s a s la r ı  b e l i r la n n ı is t i .
Ancak, dam ızlık  h.ayven i t h a l a t ı  yapan dzel s e k tö r  firm a ların d an  g e len  ta le p le r  
d s ğ a r le n d ir i le re k  söz konusu firm a ta m s i lc i ls r i  i l e  y ap ılan  t o p la n t ı l a r  sonucunda 
s s a e la n n ın  yeniden dOzenlermesi ih t iy a c ı  doğmuştur.
Bıreı göre;
1 -  Kurulacak iş le ta e la r e  v e rile cek  hayvan s a y ıs ı  en az 6 baş o la c a k t ı r .  Ancak, 
deh· Önceden dam ızlık  dağ ıtım ı yap ılan  yörelerde köy bazında en az 30 b e ş , t l  bazında 
İse  en az  1D0Q bas hayvan d a ğ ıtılm ış  olması djrununda, en az 3 baş hayvan v e r i l t ó i l e -  
c e k t l r .  F irm a lar b i r  p a rtid e  yapmış oldvA ları f i i l i  i t h a l a t  m ik ta rın ın  % 10 una e ş i t  
c sy ıd ak i hayvanı dn yurdumuzda doğan ve B akan lığ ıe ızca  s a f  ırk  s e r t i f i k a s ı  v e rilm iş  
o lan  yav ru lardan  ve Resmi K uruluşlardan seClayarak k a p a s ite  s ın ır la m a s ı o lm aksızın
. dağıtım  yapm caiclarriır.
2 -  Hayvan i t h a l a t ı  yapmakta olan firm a la r , şim diye kadar İ th a l  e t t i k l e r i  ve
btndan so n ra  g e t i r a c e k le r i  her 1000 baş hayvan iç in  b i r  ed e t s ı r i ' i  tohualam e ek ib i 
k u ra c a k t ır .  --------:-----------
3 -  î t h e l a t ç ı  Firma ta ra f ın d a n  d a ğ ıtıla n  h ay v an lar ın  koruyucu aç i l  a n a la r ı  firm a 
V eterinerlm rlnoe  y a p ı la c a k t ı r .
Y e t i ş t i r i c i l e r i n  ta le p  e tm eleri halinde  yoğun yem g i r d i l e r in in  tem ini ve 
Orstiı.«icHç tf t f ln  p a z a r la m e s ı konusunda i l g i l i  firm aca taahhO tta  b u lu n u la c a k tı r .
- 2 -
5-Yurt di5ind,n ith^l 8dHec3k ,at «  «t ,-.g,Tİ,~xrı.
is telirtll«· „rtler 11, ÎVrlII.t, belirtil« ««Uic „rtlerı
elınacekttr. Seîi*; bir Hreet VOksek Mtî«ndi,i (Zooteknlet) ile bir V-terIner Hekt.-^  
d-n oluşacak komisyon marifetiyle gerçekleştirilecektir.
, s- m u  lth.l»t yamkta olan fİmalar kuracaklart aun'l tohual». ekipleri 
!4e İlgili harı-lıklarını (Knlrso« OonanntO «  o,ç 1993 l^aan ayı b-nına kadar
tamamlayacaklardır.
7- Harırlanen talÜBt esaslarına uymayan, projesinde yapwyı belirttisi hİB»t- 
letl yerine gstirmayon, gerekil bilgi ve belgeleri dCrenll olarak Sekanlıga çönde«e- 
yen firmalar, yeni kontrol belgesi verileeyecek, bu davr«u,l.rın dev«ı durj««!. 
ithal müsaadeleri iptal edilebilecektir.
M.k»l.rınca u-ygun gürOldDea takdirde bundan böyle yurt diamdan heyv« 1««1 
etmek İsteyen Crel, Tn-tel ve Kamu İktlssdl Kuruluş ve TeşebbOslerln. yuku-ıda i»hasdl- 
len Eaaaler va eklerdeki tallmctlar (I. II, m .v. IV) do5rultusunde dmıtUk sıRır 
ithal müsaadesi verilmesi hususunu tasviplerinize arz ederim.
D oç.D r.A li ERYT-MA2 
Genel «Odür V e k ili  
’ tmee^rUygularaa C sa s la r ı
OLUR 
11 /01 /1993  
NeonettLn CEVHERİ 
BAKAN 
İmza
Competitors
в .  A n im al Im p orter  FirnivS and P ossib le  A rtific ia l In sem in ation
1. Мага
2. Tareks A.Ş.
3. Oruçoğlu Tarım ve Hayvancılık A.Ş.
4. Tikveşli A.Ş.
5. Ilteriş ilaç Sanayi
6. Tar - Mak gıda Pazarlama
7. Vat - Bir A.Ş.
8. Erentürk A.Ş.
9. Tarım Taç A.Ş.
10. Elit Hayvancılık Sanayii
11. Poyrazoğlu İnşaat A.Ş.
12. Trakya Tarım
13. Set-B ir A.Ş.
14. Pınar Süt
15. Simav Hayvancılık
16. Panko Birlik
17. Anadolu Hayvancılık
18. Seçerler
19. Akka
20. Nilüfer İnşaat
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c. g erm a n  Official Document for Decrease in the Animal Export
SubvSidv
I
e u t s c h e r  R a i f f e i s e n v e r b a n d  e?V.
Abt. Vloh- und Fleischwlrtschaft Bonn, 10.02*94 
Dr. V/l-hf B 2
Rundschreiben Nr. 20/94
An d i e
Vloh- und Plelschzentralen 
den Verbänden zur Mltkenntnia
Neue Erstattungen für Rindfleisch und Schweinefleisch
Sehr geeh | tfi Dajnen und Herren,
mit der Verordnung (EWG) Nr. 187/94 der Kommission vom 29.01.94
wurden die Erstattungen bei der Außfuhr auf dem Rindfleiechsek-
·* , .. ·tor um rd.r5 1^gesenkt. Die Ausfuhrerstattungen auf dem fichwei- 
nefleiachsektor wurden ebenfalls angepaOt. Die Änderungen sowie 
die gültigen Beträge entnehmen Sie bitte der Anlage des Rund-^ .· 
Schreibens. Unser RS 146/93 vom 01.12.93 wird hiermit ungültig.
Mit freundlichen Grüßen 
Deutscher Raiffeisenverband eV. 
In Vertretung
■vV:) 1. Abschöpfungen 2/94 v. 06.01.94
2. Erstattungen 20/94 v. 10.01.94
(Dr. WiIlers) 
Anlage
·■.
Decree of EWG commission number 187/94 and 29.01.94 dated: export subsidy in the cattle 
IS decreased to 5 %............
D. A rtific ia l In sem in ation  N um bers In T ü rk iye B etw een  1949-1992—
Years Number Number of Birth Rate
of Teams Inseminated Animals (% )
1949 4 930 70.89
19S0 9 2.892 71.27
19S2 18 13,144 78.63
1954 38 27,063 72.71
1955 36 29,948 70.2.5
195f. 39 31,172 68.63
195« 57 33,03 5 70.43
1959 82 37.404 65.89
1960 87 42,561 68.14
1961 100 47,291 60.07
1962 107 56,636 68.42
1963 129 88,691 64.77
1964 144 114,067 65 69
1966 168 136,909 67.65
1968 204 1 76,776 67.65
1969 1 198 160,962 67.33
1970 199 179,807 67.40
1971 189 153,869 67.28
1972 184 1 3 5.702 67 29
1973 1 172 130,505 6.3.14
1
1974 1 179 140.856 67 84
1975 184 156,247 67.89
1976 182 1 72,363 68.06
1978 212 199,673 68.39
1979 277 199,004 68.95
19R0 232 226,606 68.22
19R1 272 282,036 68.88
1982 384 3 58,592 68.76
1983 443 423,432 70.31
1984 482 455,859 70.81
1985 452 440,000 72.25
1986 511 523,000 70.52
1987 525 602,550 71.12
1988 555 642,000 74.04
1989 594 709,278 7.3 30
1990 659 765,000 69.08
Source : Ministry of Agriculture of Türkiye
E. A rtific ia l In sem in ation  P ercen tages o f  Som e D eveloped  C oun tries
Country Percentage of 
Insemination (1979)
Denmark 100
Japcin 96.9
Germany 96
Norway 89.2
Israel 83.8
France 69.5
Ireland 63
Hollanc 61.7
USA 49.3
Tiirkiyi Î (1991) 16.69'^
12 Source : Ministry of Agriculture of Türkiye
X. APPENDIX 2 : ARTIFICIAL INSEMINATION PRO JECT
A. Task Flow Chart of the Mobile Technicians
B. Place o f  the P roject
City Town
-1994-
KIRKLARELİ Center
Babaeski
Lüleburgaz
Pelıivanköy
Pmarhisar
Demirköy
Vize
-1995-
EDİRNE Center
Enez ·’
Havsa
İpsala
Lalapaşa
Uzunköprü
TEKİRDAĞ Center
Çorlu
Çerkezköy
Marmaraereğlisi
Muratlı
Saray
* Şarköy
Hayraolu
Malkara
ISTANBUL(Trakya) Bakırköy
Çatalca
Sivrili
Sarıyer
Büyükçekmece
Beykoz
ÇANAKKALE(Trakya) Gelibolu
Lapseki
C. T our R outes and L ciigtlis
KIRKLARELİ I. 
Tur
Distance From The 
Previous Station
Distance From Center
KIrklareli 0 0
Karahıdır 2 2
İnece 14 16
Dokuzhöyük (4 x 4) 8 24
Koyunbaba 6 30
Dolhan 7 37
Paşayeri 6 43
Ürün İÜ 16 59
Akardere 12 71
Kocahıdır 8 79
Arizbaba 4 83
KöseÖmer 4 87
Bostanlı 13 100
Ürünlü 8 108
Ulukonak 11 119
KIrklareli 19 138
KIRKLARELİ lI.Tur
Distance From The 
Previous Station
Distance From Center
KIrklareli 0 0
Eriklipe 3 3
Kayalı 15 18
Yoğunlaş 6 24
Karahanjza 12 36
Çeşm eköy 2 38
Çayırlı 6 44
Erikliir 8 52
Kadıköy 15 67
Kuzulu 7 74
Koruköy 8 82
Kapaklı 8 90
Dereköy 7 97
Karadere 12 109
Geçitağzı 17 126
Armağan 13 139
Düzorman 10 149
Yörükbayır 3 152
Dem ircihalil 6 158
KIrklareli 15 173
KIRKLARELİ III. Tur
Distance From The 
Previous Station
Distance From Center
KIrklareli 0 0
A silbeyli 7 7
Kavaklı 6 13
Değirm encik 6 19
Erikleryurdu 4 23
Kavaklıdere 8 31
Devecedağı 6 37
Bayramdere 9 46
Üsküpdere 5 51
Karıncak 6 57
Üsküp 9 66
Çukurpınar 16 82
Kızılcıkdere 32 114
Yündalan 6 120
KIrklareli 12 132
LÜLEBURGAZ 
I. Tur
Distance From The 
Previous Station
Distance From Center^
Lüleburgaz 0 0
Turgutbey 8 8
Y.Taşh 3 11
E.Taşlı 4 15
Karaağaç 13 28
Ertuğrul 4 32
Hamzabey 13 45
Ceylanköy 4 49
Ataköy 4 53
Osmançık 8 61
Celaliye 5 66
Tatarköy 6 72
Hamitabat 1 12 84
Çeşm ekolu 4 88
Kınkköy 11 99
Sarıcaali 15 114
Ayvalı 11 125
Lüleburgaz 10 135
LÜLEBURG AZ İL Tur
Distance From The 
Previous Station
Distance From Center
Lüleburgaz 0 0
Umurca 9 9
Sakız 6 15
Emirali 8 23
Ahm etbey 5 28
Akçaköy 12 40
K.Karıştıran 5 45
B.Kanştıran 7 52
Evrensekiz 14 66
Yeni Bedir 8 74
Eski Bedir 3 77
Lüleburgaz 11 88
LÜLEBURGAZ III. Tur
Distance From The 
Previous Station
Distance From Center
Lüleburga2 0 0
Düğüncübr 12 12
Oklah 5 17
Alacaoğlu 16 33
Çengelli 1 7 40
Davutlu 4 44 “■
Seyitler 5 49
Çiftlikköy 4 53
Karamusul 4 57
Karabeyli 2 59
Ovacık 4 63
Müselim 5 68
Durak Mah. 6 74
Lüleburgaz 7 81
PEHLİVANKÖY
Distance From The 
Previous Station
Distance From Center
Pehlivanköy 0 0
Akarca 8 8
Küstepe 9 17
Doğanca 3 20
îmampazarı 6 26
Kumköy 5 31
Y eşilova 10 41
Hıdırca 15 56
Pehlivanköy 4 60
BABAESKİ I. Tur
Distance From The 
Previous Station
Distance From Center
Babaeski 0 0
Nadirli 6 6
Çiğdemli 4 10
Katranca 5 15
B. Mandıra 4 19
Karakavak 2 21
Sinanlı 6 27
Düğüncülü 7 34
Pancarköy 6 40
Müsellim 11 51
Kumrular 6 57
Çavuşköy 8 65
Sofuhalil 7 72
Osmaniye 4 76
Babaeski 6 82
BABAESKİ II. Tur
Distance From The 
Previous Station
Distance From Center
Babaeski 0 0
Kadıköy 7 7
Terzili 5 12
Demirkapı 3 15
Hazinadar 4 19
Karahalil 8 27
Yenim ahalle 7 34
Nacak 5 39
Yeniköy 1 5 44
Karabayır 10 54
Taşagıl 6 60
Kuzuçardağı 7 67
Karacaoğlan 2 69
Oruçlu 3 72
Karamesutlu 3 75
Babaeski 6 81
BABAESKİ III. Tur
Distance From The 
Previous Station
Distance From Center
Babaeski 0 0
Mutlu 12 12
Kuleli 9 21
Taşköprü 10 31
Ertugrul 6 37
Çengerli 6 43
Minnetler 11 54
Babaeski 16 70
VIZE I. Tur
Distance From The 
Previous Station
Distance From Center
V ize 0 0
Çakıllı 12 12
Evrenli 5 17
Okçular 8 25
Akpınar 5 30
Düzova 15 45
M üsellim 5 50
Hasboga 4 54
Topçuköy 6 60
Çüvenli 2 62
Akıncılar 6 68
V ize 17 85
VİZE II. 1fur
Distance From The 
Previous Station
Distance From Center
V ize
1
0 0
Develi 4 4
Çavuşköy 3 7
Pazarlı 4 11
Doğanca 11 22
Sogucak 14 36
Sergen 9 45
Evrencik 8 53
Sofular 1 54
V ize 11 65
XL APPENDIX 3 : THE ACTIVITIES OF TAREKS A.S.
A. The Activities in Production :
Tareks A.Ş. has seed production permission that enabled the firm to produce in 
1993 certificated potatoes seeds, certificated wheat seeds and Otello type hybrid maize 
seeds which are stated below in detailed :
a. Totally, 1.566.333 Kg. various types of certificated potatoes repurchased from 
the farmers and after their selection in their types and lengths: Concorde, Aiisonia, Agria, 
Gronola, impala, Mortona and Ilona types which arc very well demanded, (1.486.059 Kg.) 
obtained with certificates, and the firm began to distribute them to the Cooperatives.
b. For 1992 winter sowing, 35 tones MV-17, 20 tones MV-16, foundation seeds 
and 28.8 tones certificated wheat seeds, were imported from Hungary and made sowed by 
Tareks - ACC Tekirdağ Region mutual agreement. From these yields;
544 tones MV-17 C'ertificated - 1
296.5 tones MV - 17 Certificated - II,
280 tones Certificated - 1 wheat seeds were produced and distributed.
c. In 1993, 95 Kg. Father and 205 Kg. Mother Otcllo type maize seeds made 
sowed by renting Tigem. Karacabey Tarim İşletmesi’s 130 thousand m2 land and by
packaging them in special 25 Kg. packages, totally 11.859 Kg. Otello type maize seeds
produced and transported lo ACC Mersin Region for marketing them in 1994.
j FT Activities in Trading
1. Seed
a. In 1993, Totally, 35.384.150 Kg. Wheat seeds that eosts 123.464.910.497 .- 
TL + VAT and Totally. 3.851.050 Kg. Barley seeds that costs 10.856.619.410 .- TL i 
VAT. purchased from Tigem. and SapekSA and distributed to the cooperatives.
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b. Vegetables Seeds stated below, in aecordance with the demands ol' Mersin, 
Antalya, İzmir, Sakarya, Kütahya, Balıkesir and Tekirdağ ACC. Regions, purehased 
from domestic producers or importers and distributed;
Tomatoes, cucumber, watermelon, melon, eggplant, squash, green pepper, onion, 
carrot, romaine,! spanch, cabbage-cauliflower and bean seeds.
c. Similai'ly Tareks, purchases and distributes Hybrid Sunflower, Hybrid maize 
and soybean seeds from various firms.
d. In order to fulfill the demand of the ACC 1993 sowing, Tareks A.Ş. imported 
1.736.000 Kg foundation potatoes seeds from Holland;
581.750 Kg. foundation potatoes seeds from Germany;
2100 tones MV-17 certificated wheat seeds from Hungary;
80 tones certificated Vicia Pannocia from Hungary.
2. Breeding Dairy Cattle Import
In order to fulfill the demand of the ACC, Tareks A.§. imports pregnant 
breeding Daily Cattle’s from Firma Heinz Staudinger, Germany. In three years, the 
number of animals imported reached 27.453 heads. Now there are 20 firms working in 
this animal import business.
-SO
X II. APPENDIX 4 : THE DOCUMENTS W ILL BE USED IN H IE  
ARTIFICIAL INSEMINATION PR O JEC I
TAREKS
ANKAR/^
1. SU N r
A.Ş. İli
Tohumlama Merkezi 
Belge N o
rOHUMLAMA BELGESİ
İnek Sahibinin
Adı ve Soyadı
Tarih ; ..../..../19....
Adresi
Kooperatif Adı Üye No :
ineRin Adi Kulak No:
Irkı ve Jenerasyonu:
Boğanın Adı : Kulak No:
Bocanın Irkı :
Yukarıdaki Bilgilerin Doğruluğunu Onaylarız .
Hayvan Sahibinin İmzası Tohumlamayı Yapanın İmzası
I. Nusha Suiii Tohumlama Merkezinde Kalacak.
TAREKS A.$. 
ANKARA
ill
Tohumlama Merkezi 
Belge No
I. s u n i TOHUMLAMA b e l g e si
Tarih : ..../..../19....
İnek Sahibinin
Adresi
Kooperatif Adı Üye No :
İneRİn Kulak N o Adı
Irkı ve Jenerasyonu:
Boğanın Adı : Kulak No:
BoŞanın Irkı :
Yukarıdaki Bilgilerin Doğrulup unu Onaylarız .
Hayvan Sahibinin İmz. \ Tohumlamayı Yapanın İmzası
2. Nusha ÇiRçidc KalacpK
.*^1
TAREKS A.Ş.
ANKARA
ili
Tohumlama Merkezi
Belge No
1. suni tohumlama belgesi
inek Sahibinin
Tarih : ..../..../19.
Adresi
Kooperatif Adı Ü ye No ;
İneğin Kulak N o Adı
Irkı ve Jenerasyonu:
Boğanın Adı : Kulak No:
Boğanın Irkı :
Yukarıdaki Bilgilerin Doğruluğunu Onaylarız .
Hayvan Sahibinin İmzası Tohumlamayı Yapanın İmzası
3. Nüsha Koopcraliib (lidccck
TAREKŞ Â.Ş.
ankar|v
ili .........
Tohumlama Merkezi 
Belge No
1. SUNİ TOHUMLAMA BELGESİ
İnek Sahibinin
Tarih : ..../..../19...
Adı ve Soyadı :
Adresi
Kooperatif Adı Üye No :
İneğin Kulak No Adı
Irkı ye Jenerasyonu:
Boğanın Adı : Kulak No:
Boğanın Irkı :
Yukarıdaki Bilgilerin Doğruluğunu Onaylarız .
Hayvan Sahibinin İmzası Tohumlamayı Yapanın İmzası
4. Nüsha Koçanda Kalacak
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TAREKS A.Ş.
ANK ARA
İli
Tohumlama Merkezi
Belge No
TEKRARLANAN......... ci/cü
SUNİ TOHUMLAMA BELGESİ
İnek Salıih iııin
Adı ve Soyadı
Tarih : . . . ./ . . . ./ l9....
Adresi
Kooperatif Adı Üye No :
İnerin Kulak No Adı
Irkı ve Jenerasyonu:
Bocanın Adı : Kulak No:
Bouanın Irkı ;
l. Suni 1 ohumlama Bel^e No :
—
Yukarıdaki Bilgilerin Doğruluğunu Onaylarız .
Hayvan Sahibinin İmzası Tohumlamayı Yapanın İmzası
Nıısh.'i Simi 'l'olıııınlama Merkezinde Kalacak.
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l AREKS A.Ş.
ANKARA
İli
Tohumlama Merkezi
Belge No
TEKRARLANAN......... ci/cü
s u n i TOHUMLAMA BELGESİ
İnek Siilıihiııiıı
Tarih : ..../..../19...
Adı ve Soyadı
Adresi
Kooperalif Adı Üye No :
İneğin Kulak No Adı
Irkı ve .lenerasyonu:
Boğanın Adı ; Kulak No:
Bocanın Irkı :
1. Suni ro lıumlama B elice No :____________
Yukarıdaki Bilgilerin Doğruluğunu Onaylarız .
Hayvan Sahibinin İmzası Tohumlamayı Yapanın İmzası
2, Nıısha Çiflçidc Kalacak
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TAREKS A.Ş. 
ANKARA
ili
Tohumlama Merkezi 
Belge No
TEKRARLANAN......... ci/cü
SUNİ TOHUMLAMA BELGESİ
îııck Siilıibiniıı
Adı ve Soyadı
Tarih : ..../..../19....
Adresi
Kooperatif Adı Üye No :
İnetnıı Kulak No Adı
Irkı ve Jenerasyonu:
Bocanın Adı : Kulak No;
Boöanın Irkı ;
1. Suni 'I olıumlama Bel^e No ;
Yukarıdaki Bilgilerin Doğruluğunu Onaylarız .
Hayyan Sahibinin İmzası Tohumlamayı Yapanın İmzası
3. Nüsha Koopcratilc Cïiclccck
55
TARICKS A.Ş. 
ANKARA
ili
Tohumlama Merkezi 
Belge No
TEKRARLANAN......... ci/cü
SUNİ TOHUMLAMA BELGESİ
İnek Süliíbíiiíii
Tarih : ..../..../19....
Adı ve Soyadı
Adresi
Kooperatif Adı Üye No :
İnerin Kulak No Adı
Irkı ve .lenerasyonu:
Bocanın Adı ; Kulak No:
Bocanın Irkı ;
1. Suni Ibhumlama Bel^e No :
Yukarıdaki Bilgilerin Doğruluğunu Onaylarız .
Hayvan Sahibinin İmzası Tohumlamayı Yapanın İmzası
4. Nııslıa Koçanda Kalacak
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TAKKKvS A.Ş.
ANKARA
İli
Tohumlama Merkezi
Belge No
s t e r i  LIZAS YON TEDAVİ 
FORMU
Tarih ; ..../..../19.
İnek Siilübiıün
Adı ve Soyadı
Adresi
Kooperatif Adı Üye No :
İnerin Kulak No Adı
Irkı ve .lencrasvonu;
.............. ci/cü Suni Tohumlama Tarihi : . ..... / ......./ 1 9 .....
Düşünceler :
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XIII. APPENDIX 5 : PRESENT VALUE CALCULATION OF THE 
ARTIFICIAL INSEMINATION PROJECT
A. The Prices of the Artificial Insemination Metarials, Equipments and
Utilities Offered by Various Firms
EQUIPMENTS FIRMA HEINZ STAUDINGER HAT TRADING CO.
&  SUPPLIES
Unit Price T otal Unit P rice T ota l
D isposab le  S y ringe 32 $15. $470) 32 $131 $424
S heath  W /G R  Insert 80000 %{]1 $2,823 80000 $01 $5 ,900
S traw  l\v ee /,e r 32 $8; $256 32 $5 $155
De freezer 20 S llf i $2 ,320 20 $243 $4 ,867
i'eelin ieian  W ork ing  Box 20 $100 $2,000 20 $103 $2 ,065
Plst. G loves 80000 $0 $3,060 80000 $0 $10 ,620
vSharp Blunt S cissors 20 $11 $229 20 $6 $113
K leenguard  C’o v era ls 40 $33 $1,317 40 $41 $1 ,652
Poly V inyl Bool 40 $25 $988 40 $47 $1 ,888
T herm os W /r iie rn i i R e triever (X U ) 16 $458 $7,341 16 $516 $8 ,260
C o n ta in e r (3 0 U ) 16 $670 $10,720 16 $464 $7 ,434
Sperm  I 50000 $I $50,000 50000 $4 $ 2 06 ,500
Sperm  II 50000 $2 $94 ,000 S inv l (I'O Ii Prices) $249 ,878
Sperm  III 50000 $2 $113 ,000 TILNNSPOR'TA'TION $5,900
TO'TAI. I $81 ,524
T O 'T A U I $125,524
Ί Ο Ί ’Λ Μ ΙΙ $146,524
TOTAL 255778
NASCO ABS
Unit P rice T otal U nit P rice T o ta l
D isposab le  S y ringe 32 $5 $158 - - -
Sheath  W/CJR Insert 3200 $1 $3 ,200 - - -
S traw  Tw eezer 32 $2 $61 - - -
De freezer - - - - - -
T echnician W orking, Box 20 $119 $2 ,370 - - -
Pi St. G loves 800 $4 $2 ,968 - - -
Sharp  B lunt S eissors 20 $3 $60 - - -
K lecng iiard  C o vera ls 40 $6 $246 - - -
Poly V inyl B oot 40 $15 $588 - - -
'T herm os W /T herm  1 R e triever (8 U ) 16 $42 $678 - - -
C o n ta in e r (.30U ) 16 $955 $15 ,280 16 $778 $12 ,448
.Spcmi 5 0 0 0 0 $1 $ 5 0 ,0 0 0
SU M  (CIl· P rices) $25 ,609 SU M $62,448
'TRANSPOR'TA'TION - 'TRANSPOR'TA'TION $2,947
'TO'TAL $25 ,609 TO'TAL $65,395
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B. PRESEM \'ALUE CALCULATION
Y E m s m 4 |  1 9 9 5 w m 1 9 9 7 1 9 9 8 1 9 9 9 2 9 # 2 9 9 İ . 2 8 8 3
T otal In v estm en ts 328 .2001  0 0 0 0 0 9 0 .0 9 3 7 9 ,5 7 1 8 2 .2 4 6 0
j
R E V E N U E S 3 1 2 ,4 2 l i  7 0 7 .1 1 7 7 2 7 ,7 4 1 7 4 8 .9 8 4 7 7 0 .8 6 4 7 9 3 .4 0 0 8 4 7 ,6 3 9 8 6 4 3 9 3 8 8 9 ,8 2 2 8 9 0 .5 1 3
1
E X P E N S E S Î
T o ta l O p era tion a l C osts 3 0 8 ,2 4 3  6 0 9 ,9 5 6 6 1 5 ,8 3 0 6 2 0 ,6 6 6 6 2 6 ,8 9 7 6 3 4 ,0 3 4 6 4 0 ,6 4 6 6 4 6 ,0 8 8 6 5 1 ,0 9 5 6 5 6 ,8 6 9
D ep rec ia tio n  o f  A utos 6 0 .5 1 4 3 0 ,2 5 7 1 5 .129 15 .129 0 0 0 0 0 0
D e p rec ia tio n  o f O ther In v estm en t 6 3 8 0 0 3 1 9 0 0 1 5 9 5 0 15950 0 0 0 0 0 0
T ota l D ep recia tion  E x p e n se 1 2 4 ,3 1 4 6 2 .1 5 7 3 1 ,0 7 9 3 1 ,0 7 9 0 0 0 0 0 0
T ota l E xp en ses 4 3 2 ,5 5 7 6 7 2 .1 1 3 6 4 6 ,9 0 9 6 5 1 ,7 4 4 6 2 6 ,8 9 7 6 3 4 ,0 3 4 6 4 0 ,6 4 6 6 4 6 ,0 8 8 6 5 1 ,0 9 5 6 5 6 ,8 6 9
N E T  IN C O M E  B E F O R E  T A X E S -1 2 0 ,1 3 6 3 5 ,0 0 4 8 0 ,8 3 2 9 7 ,2 4 0 1 4 3 ,9 6 6 1 5 9 ,3 6 6 2 0 6 ,9 9 4 2 1 8 ,3 0 5 2 3 8 ,7 2 7 2 3 3 ,6 4 4
T A X A B L E  A M O U N T  D u e to T a x  L aw  5 4 2 2 /1 4 - ( l) 0 0 0 9 2 ,9 4 0 1 4 3 ,9 6 6 1 5 9 ,3 6 6 2 0 6 ,9 9 4 2 1 8 ,3 0 5 2 3 8 ,7 2 7 2 3 3 ,6 4 4
In com e T a x  E x p en se  at 20 % 0 0 0 18 ,588 2 8 ,7 9 3 3 1 ,8 7 3 4 1 ,3 9 9 4 3 ,6 6 1 4 7 ,7 4 5 4 6 ,7 2 9
N et P ro fit A fter  T axes -120,136 35,004 80,832 78,652 115,173 127,493 165,595 174,644 190,981 186,915
D ep recia tion  A d d b a ck 1 2 4 ,3 1 4 6 2 ,1 5 7 3 1 ,0 7 9 3 1 ,0 7 9 0 0 0 0 0 0
C ash  F low  o f  th e  P ro ject 4 , n s 9 7 ,1 6 1 1 11 ,911 1 0 9 .7 3 0 115 ,1 7 3 127 ,4 9 3 1 6 5 ,5 9 5 1 7 4 ,6 4 4 190 ,9 8 1 186 ,9 1 5
G overn m en ta l S u b s id y  2 5  % R e tu rn  on  Inv.
(D estek lem e İstik ra r  F on u) 8 2 ,0 5 0
P R E S E N T  V A L U E  O F N E T  C A S H  F L O W 9 9 6 ,4 6 1
U S V E ST M E N T -3 2 8 ,2 0 0
N E T  P R E S E N T  V A L U E  O F  T H E  P R O J E C T 750,311
a. İ^ KLbiL.N 1 Ч ALU£ CALCÜLAİ io n
ш т ^ 1Ш - m i i S S ? 7 m 2 Ш 2 Ш 2
IN C O M E S j  ! , : ^
R evenues fro m  A rtif ic ia l In sem in a tio n
(  400,00  ca ttle  x S 17 .5 /H ead  fo r  1995i 303 J 4 5 687,471: ~'S./"^5 729,338 751,218 /’''3 .''5 4 ~96,967 820,876 845,502 870,867
G o v e rm e n ta l S u b sid y  fo r  A .I. S 0.5 /H ead 8,676^ 19,646 ,9 .c^ 6 19,646 19,646 19,646 19,646 19,646 19,646 19,646
S alvage  V a lu es 31.026 23,871: 24,674
T o ta l  In co m es 312,421 i, 707,117 748,984 770,864! 793,400 847,639: 864,393! 889.822 890.513
INVESTMENTS '  : i i : 1
Autos 2 0 0 ,6 0 0 : 71,565^ 70 571: 8 2 .2 4 6
Computers 6 ,000 ; 6 ,960  i i
Office Equipment 26,5001 i : !
M obile Telephone 40,0001 i
Office Telephone 3 ,5 0 0 1 1 1 ! ;
Technician W orking Box 9 4 0 1 j i  1,090; !
Straw Tweezer 376İ ! 1 436! i
Disposable Syringe 5651 1 i ^ 6 5 5 '  ! i
D efreezer (Dekanjeletor) 2,8231 3 ,275 : ! !
Thermos W /Therm +Retriever (8Lt) 16,0001 i 1 ! ! I 1 ;
C ontainer (30Lt) 1 3 ,8 0 0 | : i  i  1 : 1
Nitrogen Freezer (2 Tons) 17,0001 1 ; : ,  ^ : Î
Sharp Blunt Scissors 96 ' 1 : ! I l l :  1 :
T otal Investments 3 2 8 ,2 0 0 011 o i 0 0! 0 90,09311 79,571 8 2 .246 0
EXPENSES : ! ! i i 1 i
Operational Costs 1  ^ 1  ^ ^ ^ ^ ------------------
Sheath W /G R Insert (Pistol Kılıfı) 1,575 iI 3 ,7 0 8  i 3 ,S I9 I 3 ,9 3 4 4,052! 4,173! 4,299! 4 ,4 2 8 1 4 ,5 6 0 j 4 ,697
Kleenguârd Coveralls 564j 399 İ 423 4 4 9 1 i 476
Pist Gloves 945 ! 2 ,225 2 ,2 9 2 2 ,3 6 0 ; 2,431 2 ,504 2 ,579  i 2 ,657! 2 ,736 I 2 ,818
Poh' V inyl Boot 282  j 199İ 212 224! 238
Liquid Nitrogen 1,738!1 3 ,545 3,651 1 3 ,760 3,873 i 3 ,9 8 9 : 4,1091 4 ,2 3 2 1 4 ,3 5 9 j 4 ,490
Sperm 28,3501 6 6 ,744 6 8 , '4 6 7 0 ,8 0 9 72,9331I 75 ,121! 77İ375 79,696! 82 ,087 1 84 ,549
Total Operational Costs 33 ,4 5 4 i 76 ,221! i 7 9 ,1 0 6 80 ,863 i' 83,924! ' 85,788! 8 9 ,0 3 5 1 9 1 ,012 j 9 4 , 4 5 7 :1 96 ,555
Laboring Costs Î i 1 ! i  ^ i i
Laboring Costs 1 i  1 !
Office Rent and Other O ffice Costs 2 8 ,2 6 7 55 ,9 8 0 55 ,9 8 0 55 ,980 55 ,980 55 ,980 ; 5 5 ,9 8 0 ! 55 ,980 55,980! ! 55 ,980
Personnel Costs 173 ,569 3 43 ,741 343,~41 343 ,741 343,741 343 ,741 ! 343,741 343,741 343 ,741 343,741
Repair and M aintenance Costs 16,615 3 2 ,9 0 4 3 2 ,9 0 4 3 2 ,9 0 4 3 2 ,9 0 4 3 2 ,9 0 4 1 3 2 ,904 3 2 ,904 32 ,904 3 2 ,904
Unexpected Costs 10,908 2 2 ,2 5 0 2 2 ,9 1 8 2 3 ,6 0 6 1 2 4 ,3 1 4 2 5 ,0 4 3 1 25 ,794 26 ,568 27 ,365 28 ,1 8 6
V ehicle Costs (Gasoline etc.) 3 7 ,9 3 7 7 7 ,385 7 9 ,7 0 7 82 ,098 1 84,561 87,098! 89,711 92 ,402 95 ,174 98 ,0 2 9
Taxes (A^ehicles) 7 ,4 9 4 1,473! 1 ,4^3 1,473: 1,473 3 ,4 8 0 1 3 ,4«0 3 ,480 1,473 1Д 73
2 7 4 ,7 8 9 5 3 3 ,7 3 5 ! 5 3 6 ,7 2 4 539,8021 542 ,973 548,2471 551,611 555 ,076 556 ,638 560 ,314
i 1 ! i ! i 1
TOTAL CASH OUTFLOW^ 636 ,443 6 0 9 ,9 5 6 1 6 1 5 ,8 3 0 1 620 ,6 6 6 626 ,897 634,0341 730 ,739 725 ,6 5 9 733 ,341 i 656 ,869
NET CASH FLOW -3 2 4 ,0 2 2 97 ,161 1 111,911 1 128 ,318 143 ,966 159,3661 116,900 138 ,734 i 156.481 1 2 33 .644
! ! i 1 i i
C. BONX'S S Y S T E M  C A L C U L A T IO N
....................... tT m tS e a w ft
A sim a ia · .· ' . Iiij№ iiphu ite< l i n s g a m U ^ ^ p ^  a S S i  = i -CflSl. {oirS:%re£IMIkC.Y f O t i f e r  A J t .  iEiiKtV* C tK f e
f l ) (2:) = ( n x 6 · : ’ , i'3> = (2> 350 i - (5) = 4.3 X v3'> 6 i 6 · = 1 " X Cost o f 1 Scmez (7)
x*c9j№
................ 6 1 0 0 3 6 6 0 10 i :3 S 3 .4 9 1 .89 0 .2 4
io ) 
0 .6 8
3 0 0 0 1 800  i 5 : : ~ 3 1 . / — 1 .89 0 .2 4 0  68
4 8 0 0 2 8 8 0 8 : ; 3 : 2 .7 4 1 .8 9 0 .2 4 0 .6 8
..........1 ] 1 i l ] ] ] l | ] ] i n ] l ] ] | |
5 0 7 7 3 0 4 6 9  i f : 2 .9 0 1 .89 0 .2 4 0  68
5 1 0 5 3 0 6 3 9  ' 5 : 2 .9 2 1 .8 9 0 .2 4 0 .6 8
1 384 8 3 0  ! 2 ! 0 .7 9 1 .8 9 0  24 0 .6 8
1 ^ ^ ^ ; · . ; . · : ............. . . . . . . . v . . . . . : ,
_______________________________ !____________________ 1
6 1 5 0 3 6 9 0 11 I : .-5 3 .5 2 1 .8 9 0 .2 4 0 .6 8
...................................... 3 3 2 0 1992 ________________6______________ i________ LS 1 .9 0 1 .8 9 0 .2 4 0 .6 8
— ...........................
3 0 7 0 1 842 5 I 51 1 .7 6 1 .8 9 0 .2 4 0 .6 8
\
_______________________________ i____ _____ __________
: .
»■ ■»’■ '■ " -------
3 2 4 5  1 1 9 4 7
1------------------------^ ^ — 1
1 .8 9 0 .2 4 0 .6 8
! 5 ® S e ^ s ^ « $  ·
■ ■ .................. .......................... 3 1 3 0 1878
V
1 5 1 5 5 1 .7 9 1 .8 9 0 .2 4 0 .6 8
2 6 2 5 1575 5 : 5 5 1 .5 0 1 .8 9 0 .2 4 0 .6 8
с . BONI- s SYSTEM CALCULATION
...................; ............few? ai  ^ I
af _ ______ ОясАЛьи_______ 1
(9^ = Г4)х  1.8 X 0.1 D M / О ) :0 ) =  ( 9 1 - С 8 ) * Г ) ^ ( б ) Ч 5 ) (Ί η  = С m  - (2 ) ) .'2 u 3 )  = (UO ) ■^α4) ,(Ί2 ) 1 α41 = ί15^ . 21000.1.69 (15 ) =  (17 ) - (16) (16 ) “  Plan-ed1.41 8 1220 7.81 1 42 1.5(X).000 8.500.00D 10 "OO 0(Y)3 .5 8 8 600 I -Ό 8.54 85 3,000,000 7,000.000 10.000.0001.71 7 960 ----------------- L22----------------- 7.44 56 2,000,000 8.000,000 10.000.000
1 .0 0 7 1015 --3 5 6.85 42 1.5(Х),СЮ0 8 5 0 0  0 0 0 1 Π ΠΠΠ
0 .9 9 7 1021 3 - : 6.84 42 1,500,000 8.500,000
1U. vW.vUiJ
10 i'OO non3 .1 4 7 Л-7 *7Δ J / 7 .97 И З 4,000,000 6,000,000
IV· w . v w
lO.COO.OOO
1 .3 6 8 1230  ^ Ί 7.80 42 1,500,000 8.500,000 10  non non1 .6 5 6 664 121 6.74 85 3,000,000 7 .000.000 1 n non non1 .6 4 6 614 I Г‘5 6.62 85 3,000,000 7,000,000
i v,WV*WV 
10.‘000.000
1 .1 5 7 649 : - .5 7.49 85 3,000,000 7,000.000 10.0<00.000
1 .6 9 6 626 : ? 9 6.70 85 3.000,000 7,(X)0.000 10  non non1 .5 4 6 525 ■. “5 6.34 85 3,000,000 7,000,000 lO.'XO.OOO
D. BONUS SYSTEM EXAMPLE
Gasoline Semen Nitrogen and Other Laboring Number of Animals
Cost cost other A.I. util. Costs Cost Inseminated
(1 ) =  F r o m  In v o ic e s (2) =  F r o m  W a r e h o u s e (3 ) = = T — W a r e h o u s e (4 ) = F r o m  W a r e h o u s e (5) = W ill b e  c a lc u la t e d (6 ) = F r o m  d a ily  a n d  M o n t h ly
KIRKLARELİ CENTER R e p o r t s R e p c - t r R e p o r t s  a n d  In v o ic e s f r o m  g r o s s  s a la r y R e p o r t s  a n d  D o c u m e n t s
1st. P a th : 6 6 0 9 5 0 1 5 0 4 0 0 8 2 6 4 0 02nd. P a th : 4 5 0 7 5 1 6 0 1 8 0 2 0 6 2 0 3
3rd. P a th : 5 5 0 6 5 0 3 0 0 3 0 0 4 5 5 2 8 0
BABAESKİ
1st. P a th : 3 5 0 1 0 0 0 3 0 0 3 4 1 7 0 0 4 1 0
2nd. P a th : 3 0 0 1 1 0 0 1 2 0 2 5 0 6 9 0 4 0 0
3rd. P a th : 1 9 1 2 5 0 1 0 3 0 3 0 6 0
LÜLEBURGAZ
1st. P a th : 4 5 0 9 8 0 8 4 2 9 6 7 5 0 3 6 0
2nd. P a th : 3 5 0 7 6 0 1 1 8 1 8 0 2 9 2 2 6 0
3rd. P a th : 3 8 0 5 3 4 7 0 1 8 0 2 1 8 2 1 0
PEHLİVANKÖY
1st. P a th : 3 4 0 8 2 0 1 5 1 3 4 1 5 7 5 3 1 0
·.
VİZE
1st. P a th : 2 0 0 4 0 0 2 0 5 5 8 5 8 0
2nd. P a th : 1 7 7 8 0 0 4 0 9 0 1 2 0 131
D. BONUS SYSTEM EXAMPLE
Semen Semen Minimum Total Total Bonus Explanation
Used Limit Insemination income Expense w ill b e  P a id
(7 )  = ( 2 ) /  3 .2 (8 ) =  (6 )  ^ 1 .7 (9 ) =  N u m b e r  o f  A n im a ls (1 0 ) = ( 6 ) x (1 1 ) = : . -  1 ) . .  (5 ) (1 2 ) =  ( 1 0 ) - ( 1 1 )
X  - c 6 0  /  1 2 A.l. P r ic e
2 9 6 . S 7 5 5 5 0 3 0 5 3 1 2 4 .7 2 2 9 8 5 1 3 5 .7 2
2 3 4 . 6 3 7 5 3 4 5 .1 1 5 0 1 7 3 2 .6 1 1 5 4 7 3 5 .5 1
2 C 3 .1 2 5 4 “ S 2 4 0 2 0 8 4 .2 0 2 0 5 5 2 9 .2 0
3 1 2 .5 5 5 7 2 5 4 2 3 0 6 .7 2 2 6 9 1 1 1 5 .7 2
3 4 3 .7 5 5 5 0 2 5 5 2 7 3 7 .3 2 2 4 6 0 2 7 7 .3 2
7 3 .1 2 5 " 0 2 6 9 4 7 8 .1 5 51 1 No B o n u s T e c h n ic ia n  C o u ld  n ci: In s e m in a t e  t h e  Min R e q u ie d  N u m b e r
3 0 6 .2 5 5 " 2 3 0 3 2 8 0 7 .2 2 2 5 5 0 2 4 7 .2 2
2 3 7 .5 4 4 2 1 6 6 1 7 5 2 .7 3 1 7 0 0 5 2 .7 3
1 6 6 . 8 7 5 3 5 7 1 5 4 1 3 9 0 .5 9 1 3 8 2 8 .5 9
2 5 6 .2 5 5 2 7 1 6 2 2 3 2 1 .7 8 2 2 2 7 9 4 .7 8
1 2 5 1 3 5 1 5 7 5 3 5 .7 0 7 6 0 -2 2 4 .3 0 T e c h n ic ia n  H as a lo ss  PR O B LEM
2 5 0 2 2 2 .7 1 3 1 8 3 0 .0 9 1 2 2 7 No B o n u s S e m e n  U se d  is m o re  t h a n  S e m e n  L im it . PR O B LEM
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